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In Business For Yourself Not By Yourself 


ranchising offers an excellent opportunity for you to be 

in business for yourself, while having access to the 

support and expertise of a successful business program. 
When you hear the word "franchise," you probably think of fast 
food restaurants such as Burger King, McDonald's or Wendy’s. 
But the truth is franchising is so much wider. There are 
franchises available in almost every business area you can think 
of and in all price ranges. 


Franchising in Canada is becoming more popular each year. It 
is not only getting bigger, but also getting better - and that has 
implications for all entrepreneurs. A decade of corporate 
downsizing has injected the sector with thousands of 
experienced managers looking to run their own firms, and 
they’re taking advantage of a growing range of franchise 
options. 


In our fast-paced economy, the rare capacity for rapid growth 
and quick branding could make franchising your perfect 
business model - or the driving force behind your next 
competitor. To help pinpoint some options, here are some 
trends in franchising. i 


Beyond Fast-food 


Franchising is fast shedding its fast-food image, as more of 
Canada’s growth industries are becoming franchise concepts. 
Canada’s fastest growing franchise segment is consumer and 
business services, where the number of units is growing by 
more than 80 per cent a year - doubling the rate of the 
franchise industry as a whole. 


Franchisors are tapping the growing demand for help with 
household chores. Most of whom are home-based - cutting 
down on the equity requirement. For example, where you 
might spend $1 million on a name-brand-fast-food outlet, a 
landscaping or housecleaning franchise may cost as little as 
$25,000. The opportunity for franchisors to come up with 
business concepts that work is growing rapidly as is the 
demand for them. 


Express is Best 


Although, fast-food franchisors are fuelling the growth of take- 
out and drive-thru concepts, they are not the only ones that 
can benefit from the express craze. Driving the express 
movement is the desire to profit from crammed consumer 
schedules. Smaller locations are easier to find that than full- 
sized mall spaces or stand alone properties. Lower 
rents and building costs mean reduced 
overheads. 


W The Money 


» The rising stability of franchise 
operators has to the incrg¢ased number 
of financiers creating new plans that 
make it easier for companies to acquire 
= startup and growth capital. A practice 
| called-the. Managing Partner Concept 
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A Message from Ron Duhamel, 


Secretary of State 


Examples of some of the 
Western CBSC-led 
developments include: 


“welcome the opportunity to include in each issue 

of Access West a column which allows me to 
share some of my thoughts on what the Department 
is currently involved with and some insight on its 
future undertakings." 


Public service — client service — customer service. By any 
other name, these words symbolize excellent service and I am 
pleased to announce that on December 6, 1999, the Clerk of 
the Privy Council presented the managers of the national 
network of Canada Business Service Centres (CBSC) with this 
year’s Public Service Award for public service excellence. 


In the West, these Business Centres are a vital component of 
our Western Canada Business Service Network, with offices in 
Vancouver, Edmonton, Saskatoon and Winnipeg. Designed to 
offer small and medium-sized businesses "one-stop shopping" 
for information on government programs, services and business 
legislation along with business counseling and resources, these 
centres are able to meet a variety of client needs. 


Every year across Western Canada, the four Business Centres 
serve tens of thousands of small business clients over the 
phone or in person and hundreds of thousands more through 
their web sites. Services are also provided by e-mail, fax, and 
through seminars, tours, speaking engagements, tradeshows 
and special events. 


The Public Service Award for Excellence in Service Delivery 
recognizes the Canada Business Service Centre’s commitment 
to excellence and innovation, and brings to the forefront an 
achievement which makes us all proud. 


Working together, Business Service Centre employees create 
opportunities for new and existing entrepreneurs. They provide 
in-person information about government and guidance in the 
use of innovative on-line tools. This award, honouring their 
work, confirms the 
value of federal- 
provincial partnerships 
to serve business. It is 
also proof that these 
partnerships are 
working and working 
well. 


The Interactive Business 
Planner, an award-winning 
web-based business 
planning tool which is 
being used to develop more 
than 1,000 business plans 
across Canada. 


Interactive web sites providing timely business information 
and links to business-related Internet sites. Also available is 
the on-line small business workshop, a useful tool to help 
entrepreneurs develop business ideas or improve an existing 
business. 


Regional Access and Community Help (REACH), a program 
that combines innovative technology with strategic 
partnerships to deliver the services of the business centre to 
clients outside the main centers. 


Public access Internet terminals that are easy to use for 
those unfamiliar with the Internet or who use English as a 
second language. 


A resource library containing an extensive collection of 
business-related books, directories, periodicals, manuals and a 
full complement of electronic products, including CD ROMs, 
databases and business planning software. Public access 
computers are also available for client use. 


A toll-free business information line. 


Information sessions in the spring and fall, featuring topics 
such as starting your own home-based business, business 
planning, marketing, tips on saving tax and more. 


Info-FAX, a convenient 24-hour fax on demand service 
(clients phone in toll-free or locally and choose from a 
selection of business information documents to be faxed 
back at no charge). 


If you would like further information on any of these services, I 
invite you to contact the Western Canada Business Service 
Centre closest to you: 


British Columbia - Toll Free: 
1-800-667-2272 


Saskatchewan - Toll Free: 
1-800-667-4374 


Alberta - Toll Free: 
1-800-272-9675 


Manitoba - Toll Free: 
1-800-665-2019 
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chains and can be adapted 
for most franchises. In 
effect, the concept sees 
the franchiser buy 51 per 
cent interest in a new 
franchise - and pay half 
the startup costs - in 
return for 35 per cent of 
profits for the duration of 
the franchise agreement. 


The MPC appeals to three types of 
potential franchises: investors who don’t actually want to run 
the day-to-day operations of their franchise; those who lack the 
initial equity required for traditional franchises; and gun-shy 
purchasers worried about the franchisor. 


Legal Agreements 


Franchise agreements can vary even among the same chain. 
So, it is very important to have someone with the knowledge 
required to assess such agreements before signing on the 
bottom line. Without that knowledge, many franchisees are 
locked into bad deals that often result in their surrendering the 
business back to the franchisors. Today’s better-educated 
franchisee is less likely to tolerate a crippling business 
arrangement. 


A specialist franchise lawyer will check out many aspects on 
your behalf from studying the franchise agreement to checking 
through tenancy agreements. While most franchise agreements 
are, and should be, set in stone; it is important that the 
franchisee understand fully the agreement that is being signed 
and the obligations and restrictions that are contained therein. 


Purchasing a franchise is an important decision. It is important 
to get advice from a solicitor with information on current 
legislation and whose experience will guide you through the 
process. 


Franchise Legislation 


Both franchisors and franchisees have been calling for 
legislation. Current legislation for franchises falls under 
provincial purview and so far;Alberta is the only province with 
legislation specifically devoted to franchising, where 
franchisors are required to disclose their financial positions or 
the success of their franchises. Recent proposed legislation in 
Ontario could lead the way for the rest of Canada in 
developing provincial legislation for those involved in the 
franchising sector. 


Frequently Asked 
Franchising Questions 


Why do companies franchise? 


For a company with a product or service to sell, franchising 
provides an excellent opportunity for rapid expansion without 
an enormous outlay of capital. It is a distribution system that 
allows a business to conserve capital and, at the same time, 
achieve fast market penetration making it a very attractive 
proposition to most business owners. 


Why should I consider franchising? 


Franchising allows you to follow a tried and tested business 
system, which will greatly improve your chances of success. 
There are many individuals who like you, want to be their own 
boss. They see no long-range security in working for someone 
else, and feel their potential income will always be limited as 
an employee. Franchising offers these individuals an 
opportunity to break free and own their own business, 
minimizing the risk of opening an entirely new business from 
scratch. 


What should I look for in a franchise? 


When you purchase a franchise, you are entering in to a long- 
term partnership with the franchisor. Therefore it is, vitally 
important to check the background and business performance 
of your prospective partner. It is recommended that your legal 
advisors help you with this part. 


At this stage, when you are just commencing your search, look 
at some key questions to ask yourself: 


¢ Does the product or service interest you and fire you with 
enthusiasm? 


¢ Does the company have name awareness? 

¢ Does it have a successful operation and marketing system? 

¢ Is it a viable proposition? ' 
¢ Do you understand the role you will play? 


These questions are only the starting point. A great deal of 
additional research will be required before you finally satisfy 
yourself that you stand a good chance of being successful by 
purchasing a particular franchise. Above all else, make sure you 
talk to franchisees who are already operating. Then, speak to 
your legal advisor. 
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Monitoring Trends 
for the Life of Your Business 


Monitoring trends is one of the most important 
things a business can do to know when it is 
time to re-evaluate the business plan and 
decide if there are changes to be made. 

Careful and continued analysis of consumer, 
economic and industry trends is an important 
part of developing new strategies as is knowing 
which of those trends could affect your 
business. 


Knowing which trends you should monitor and 
how to monitor them is key to developing a 
successful strategy. If you are unsure as to which 
areas to monitor, just ask yourself, "If something 
happened to change in this area, how would it 
affect my business?” 


In 1996 and 1997, the Policy Research Committee 

identified several key mega trends, or underlying forces, driving 
many of the social and economic changes taking place in 
Canada. These mega trends may help determine the framework 
within which your small business may respond to new 
challenges and opportunities. The mega trends include: 


Technological Change and 
the Information Revolution 


The spread of information technology is changing the 
economy. The new knowledge-based society is being hailed as 
equivalent in scope and scale to the Industrial Revolution, 
which transformed the economy and society at the turn of the 
last century. 


Information technologies offer unprecedented access to 
information, new learning tools and new cultural and 
entertainment forms. 


This trend has influenced the growth of new industries and 
retooled old ones. Small businesses are clearly influenced by 
the growth in information technology and the opportunities to 
expand and reach new markets or audiences. 


Environmental Pressures 


Environmental challenges such as the quality of our air and 
water, the ozone layer, climate change, disposal of toxic 
substances, biodiversity and sustainable resource management 
face all of us in everything we do. As our understanding of 
environmental issues grows, we are realizing that sensitivity to 
pollution and other environmental stresses tends to be greater 
than previously thought. 


The scale and nature of environmental risks are expected to 
evolve considerably. Rapid population growth and 
industrialization of the developing world will place increasing 
pressure on domestic and global environmental resources. 


This trend has the enormity to affect every small 
business. As an example, the family farm grows or 
raises genetically altered products, the corner store 
sells these products and the conscientious 
consumers buy these products. 


- Other examples would include cleaning companies 
selling environmentally friendly or "green" products 
and the science and innovation companies 

researching and building new modes of emissions- 

_ free transportation. 


Changing Demographics 


anada’s population growth is slowing, due to an 
ging population with a longer life expectancy and 
eak fertility rates. The decline in Canada’s fertility 
te is linked to the marked change in the role of 
women over the past generation. With the majority of women 
now combining care responsibilities and full-time paid 
employment, family life has been transformed. The family with 
two earners has replaced the former typical family of male 
breadwinner and mother at home. As well, the proportion of 
lone-parent families continues to grow. Another key source of 
demographic change is immigration. 


Canada receives more immigrants per capita than most other 
countries. The ethnic mix has changed dramatically over the 
past 40 years.The majority of immigrants to Canada now come 
from Asia and the Middle East. Projecting current trends, visible 
minorities will account for one in five Canadians by 2016, up 
from one in 20 in 1981, with half of them living in Toronto and 
Vancouver. Other aspects of demographic change include 
increasing urbanization and the fast growing Aboriginal 
population, which has a fertility rate twice as high as the 
national rate. 


Globalization and American 
Influence 


For Canada, the single most important sign of globalization is 
our relationship with the United States. Canada’s dependence 
on the American market continues to grow and with over one 
billion dollars of trade daily, Canada and the United States are 
each other’s largest economic partners by far. Stronger and 
more open commercial relations with the United States and 
Mexico offer Canada tremendous economic opportunities. 


This trend may be of interest to a small business interested in 
expanding sales to include the U.S. or Mexico. Understanding 
the relationship among these three countries, along with 
trading regulations, will facilitate your move into new markets. 


Staying informed is the key to keeping on top of trends and 
how these may affect the way your business operates. One 
way to stay informed is to read your local and regional 
newspapers, trade publications, review consumer trends and 
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Prince Rupert 


Is Once Again Becoming a Meeting Place — 
A Meeting of Minds 


Prince Rupert, the most important fish-landing port on the 
north coast, was hard hit by the change in the salmon 
fishery. 


But there is strength in adversity. The community that was 
once a meeting place of the Tsimshian and the Haida, that 
was dubbed the San Francisco of the North and envisioned 
as a rival of Vancouver as Canada’s Pacific seaport is poised 
to take advantage of new opportunities. 


"Attracting new industries and diversifying our economy 
are key to the economic future of Prince Rupert and to 
the creation of long-term, decent-paying jobs for our 
skilled work force. Tourism ts a very promising sector: 
from establishing Prince Rupert as a destination of choice 
for Alaskan cruise ships to developing cultural tourism 
built on our rich history and destination heritage sites." 

Don Scott 

Mayor, Prince Rupert 


Locally-Developed Solutions 


Western Economic Diversification Canada (WD) is a key 
player in the federal government’s Pacific Fisheries 
Adjustment and Restructuring Program (PFAR). 


The numbers speak for themselves: more than $7.3 million 
in job-creating projects on the west coast under WD’s 
locally-driven Community Economic Adjustment Initiative 


(CEA); nearly $7 million in low-interest loans (at prime) to 
the recreational fishing industry under the Recreational 
Salmon Fishery Loan Program; 183 DFO-WD-CFDC loans 
totaling more than $8 million under the Fisheries Legacy 
Trust. All of these programs are delivered locally, though 
WD’s partners, the 13 coastal Community Futures 
Development Corporations (CFDCs). 


In addition, the CFDCs have made 76 loans to fishers or to 
new fisheries-related businesses from their regular 
investment funds totaling more than $3.1 million. The total 
so far and counting: more than $28.5 million to job-creation 
projects on the coast. 


So far, WD has invested close to $1.7 million in Prince 
Rupert and the area under the CEAI and the Recreational 
Salmon Fishery Loan Program. Prince Rupert’s CFDC of the 
Pacific Northwest has loaned out $96,600 under the Legacy 
Trust Fund, thereby creating or maintaining 83 jobs and 
leveraging $456,400 in additional investment. 


Community Economic 
Adjustment Initiative (CEAT) 


WD created the Community Economic Adjustment Initiative 
under PFAR to encourage long-term sustainable economic 
development and diversification in fishing-dependent 
coastal communities. The objective of the CEAI is to fund 
projects that address local adjustment priorities, needs and 
opportunities. Those opportunities must have demonstrable 
community support, result in long-term strategic ; 
investments and help move communities from dependence 
on salmon fishery to alternative and sustainable economic 
activities. 


The CEAI is delivered locally in recognition that 
communities themselves know their needs and 
opportunities best. 


WD favours a bottom-up approach to economic 
development. The federal department does this through its 
partnership with the CFDC’s — of which there are 34 in 
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B.C. (13 on the coast). CFDCs are non-profit corporations 
governed by local volunteer boards of directors 
representing the interests of the whole community. 

Funding by WD helps B.C.’s 13 coastal CFDCs and their 
many local partners work with fishermen, communities and 
small business to identify local needs and develop economic 
adjustment opportunities. 


The CFDC in Prince Rupert is especially important in 
providing the region with a local capacity to access and 
deliver a range of community economic adjustment 
initiatives funded by the federal government under the 
Pacific Salmon Adjustment and Restructuring Initiative. The 
federal government has also provided the CFDC with the 
capacity to: make small business loans to viable oceans- 
related entrepreneurial ventures and to ex-fishers with new 
business ideas; and work with communities throughout the 
Pacific Northwest region to identify, develop and submit 
project ideas for funding of community development 
projects under WD’s CEAI. 


CEAI and Prince Rupert: 


Seven Projects Totalling More Than $1.4 
Million 


The CEAI investment in the economy of the region is mullti- 
faceted, ranging from the seeding of new industries 
(shellfish culture and harvest and manufacturing), to value- 
added processing, and cultural tourism. 


Taken together, recent CEAI investments in the Northcoast 
Biotoxin and Water Quality Program, the Humpback Bay 
Oyster Project and the Kitkatla Nation Abalone 
Rehabilitation project, are key to creating a viable shellfish 
farming and wild harvesting industry in the area. Sheilfish 
has been identified as a viable economic opportunity for 
coastal communities. However, key infrastructure that would 
allow new development to take place was not available in 
the region. 


Northcoast Biotoxin and Water Quality Program; 


Prince Rupert $250,000 


Humpback Bay Oyster Project; 

Prince Rupert 

Kitkatla Nation Abalone Rehabilitation; 
Kitkatla 


$86,675 


$250,000 


Pike Island (Laxspa’aws) Development; 
Pike Island 


Custom Processors, Prince Rupert $250,000 


Browser Guard; Prince Rupert 
Upgrade of Lax Kw’alaams Fish Plant; 
Port Simpson 


$125,000 


$250,000 


The Honourable Raymond Chan officially opens the 
CFDC of the Pacific Northwest on September 29, 1999 


The Biotoxin testing program will ensure consistent access 
to water quality testing facilities and help meet health and 
safety standards for consumers as legislated by the Canadian 
Food and Inspection Agency and Environment Canada. As 
such, it is the cornerstone of the new industry. 


The economic benefits to the region are many and varied. 
These three projects, which received a total of $586,675 in 
CEAI funding, will help the region take advantage of the 
North’s huge untapped market for clams, oysters and 
abalones and have a positive impact on Prince Rupert with 
jobs and economic spin-offs. The projects will enable 
workers to adapt many of their marine skills in another 
direction. 


The Pike Island (Laxspa’aws) Development is meant to 
create a destination heritage site that will attract additional 
tourists, enable small entrepreneurs to develop hospitality 
service Opportunities and create jobs. 


It is a unique First Nations archaeological site; the beginning 
of eco-tourism as an industry in the region. The fishing 
industry has always been the backbone of the Tsimshian 
culture and Metlakatla is no exception. Cultural/marine 
tourism is one of the few avenues of economic 
development open to a semi-isolated community like 
Metlakatla. 


CEAI funding builds on the foundation of two years’ work 
and will allow the Metlakatla Development Corporation to 
fully tap the potential of the site, and attract a gre P 
number of tourists interested in Aboriginal cultur 
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VICTORIA CONNECTS: 
INTEGRATED SERVICE DELIVERY 


The federal government, the B.C. government and the non- 
profit sector have come together to provide business start- 
up and development services to the Greater Victoria area. 


According to Secretary of State of State for Western 
Economic Diversification Canada, the Honourable Ron J. 
Duhamel, "Victoria Connects is Greater Victoria’s gateway 
to business and government services. The partnership that 
Victoria Connects brings together under one roof is a 
unique approach to improving service delivery to both 
prospective entrepreneurs and existing businesses. For the 
federal government, it’s an opportunity that will help lead 
Greater Victoria into the future." 


Victoria Connects is an innovative storefront operation that 
brings together the Greater Victoria Business Development 
Commission (Business Victoria), the Canada British 
Columbia Business Service Centre, Western Economic 
Diversification Canada and the Government Agents’ services 
of the B.C. Ministry of Small Business, Tourism and Culture. 
It is a unique approach to improving services to small 
business: two levels of government and the non-profit 
sector providing seamless service to a common client, 
Victoria’s SMEs. 


On the front line, is a government agent — a provincial 
employee — who conducts company and business name 
searches, registers proprietors, partnerships and societies, 
and takes the client in to see a commissioner for affidavits. 
Victoria Connects also offers the award-winning federal- 
provincial One-Stop Business Registration (OSBR) program. 
Through OSBR, entrepreneurs can use a user-friendly 
interactive computer workstation to register with the most 
commonly required agencies. The OSBR software guides 
the entrepreneur through the process of entering the 
required information and automatically forwards the 
information to the appropriate agency in as little as 20 
minutes 


Only a few feet away, a colleague from the Canada/British 
Columbia Business Service Centre (C/BC BSC) is plugged 
into a network of federal, provincial and private sector 
officials who deal with business, a resource library and 
Internet access to other business information. The C/BC 
BSC employee could be a provincial or federal employee. 


In an adjacent office, a Western Economic Diversification 
client service officer, who represents the federal 
government, can give a second opinion on your business 


plan, help clients access financing for their business, provide 


export readiness advice, and can help them understand 


government regulations. Business Victoria, representing all 
communities of Greater Victoria, also shares the space with 
its in-house small-business seminars, mentoring groups, 
business roundtables, and assistance for business planning. 
Above all else, Victoria Connects is connected to the 
Internet and the world. 


"To be successful, today’s entrepreneurs need to work in a 
seamless environment where government requirements 
don’t impede the flow of business," said Greater Victoria 
Business Development Commission’s Ken Stratford. 
"Victoria Connects creates that environment for Victorians 
by putting local, provincial and federal resources at their 
fingertips." 


Victoria was selected as the site for the Connects office due 
to the large volume of inquiries from the region to the 
Vancouver-based Canada/BC Business Service Centre. 


Victoria Connects is open for business in the current site of 
the Business Victoria office. 


Victoria Connects 
Suite G7 Sussex Place 
1001 Douglas Street 
Victoria, BC 

V8W 2C5 

WD Office: 

(250) 356-7834 
Business Service 
Office: (250) 356-7907 
Government Agent: 
(250) 356-7915 

Fax: (250) 356-7740 


VICTORIA 
CONNECTS 
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Keep on Trucking 


Bob Maddocks is having "fun again". 
As with all growing companies, rapid 
expansion and infrastructure costs 
were taking some of the joy out of 
doing business. As company 
president, Bob cites some figures: "up 
to $500,000 in revenue the company 
makes money. Up to $2 million the 
company loses money due to 
infrastructure and expansion costs. 
After $2 million, you start making 
money again." He smiles. You can tell he likes making 
money more than spending it. 


Founded in 1981, Maddocks Systems Inc. began its life as 
a Qantel computer reseller. Today, Maddocks Systems is the 
#1 provider of transportation software solutions to the 
Canadian trucking industry. In fact, its product TruckMate”, 
is currently installed in more Canadian trucking company 
computers than all of its next five competitors combined. 


TruckMate for Windows”, is a fleet management system that 
automates dispatch and operations, billing and cash flow 
management for the trucking industry. 


The main feature of TruckMate is its adaptability. It can 
create custom reports, change screen layouts, customize 
layouts, create custom billing format for different clients. It 
can also work with third party databases, accounting, and 
mileage or communication software of the client’s choice. 
In addition to this, TruckMate also supports all the 
transportation industry leaders. 


Under the Western Economic Diversification Program, 
TruckMate received a repayable contribution of $140,000 to 
export the program into the Washington State market. The 
loan, now repaid, helped the company gain some necessary 
experience. Says company President, Bob Maddocks, "We 
learned a lot from this venture. "Our experience in 
Washington showed us how U.S buyers respond to our 
product." Bob credits one of the company’s key clients in 
Washington State for its help in focusing on what is 
required to enter the U.S. market. "Skagit Transportation 
was instrumental in helping us develop our approach to the 
U.S. market." 


He expects that gaining a foothold into U.S. markets will 
take one to two years. "We want to go for it," he says. "We 


want to dominate - I want to become 
the Microsoft of Trucking". Over the 
next two years Maddocks expects to 
expand from six to 26 sales 
representatives in the U.S. He also 
anticipates the company’s growth to 
double this year and then double again 
in 2001. 


"We're looking at 100 to 400 per cent 
growth next year," he says. Our staff 
levels should grow from 40 in Langley 
and 14 in our office in Lavel to about 88 people here in 
Langley at the end of 2000." "He jokes, "We're taking over 
the building." 


Maddocks understands that its customers expect speed - 
both with the product and with the service. In order to 
keep them happy and ensure the company’s success in new 
markets, future plans include developing a Customer Liaison 
Division. This division will feature dedicated client service 
officers for each of the company’s customers. 


Bob says in order to keep on top, it’s important to have a 
staff person available at all times in order to be there for 
customer’s questions, or to inform them about new product 
developments." Maddocks also believes it is important to 
develop new methods in order to garner interest in US 
markets. "We want to know what problems keep people 
awake at night," says Bob. "And we want to deal with those 
issues." 


And just because WD’s loan is repaid doesn’t mean we've 
lost interest in the future of Maddocks. We’re involved. WD 
is here to help create an environment where business can 
succeed. To ensure their success, Maddocks is in the 
process of hiring a number of graduate students under our 
International Trade Personnel (ITTP) and the First Jobs in 
Science and Technology (FJST) Programs. The company is 
looking for eight graduates to help them with product 
development and product modification - the young blood 
needed to access new U.S. markets. 


The ITTP and FJST programs help export-oriented 
businesses hire eligible post-secondary graduates to help 
implement export marketing strategies or adapt, acquire or 
integrate new technology. Our partnership with Maddocks 
lets us ‘keep on truckin’. 
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Statistics. Suppliers are also great sources of information. 
Compare information from different sources and discuss your 
conclusions with others. No one says everyone has to believe 
the same thing, but seeing their perspective will help you to 
review your own findings more objectively. Of course these 
days, regularly surfing the internet may be the quickest and 
easiest way of obtaining information. Here are a few web sites 
which may provide useful information on monitoring trends. 
Trends that could affect your small business. 


Policy and Research Initiative 
http://www. policyresearch.gc.ca/ 


Industry Canada 
http://www.strategis/ 


Canadian Policy Research Networks 
http://www.cprn.com 


The Canada West Foundation 
http://www.cwf.ca/ 


Planning and Negotiating 
your Financial Needs 


The best time to plan and negotiate your 
fiscal credit needs is at your year-end, while 
your financial statement is still correct. It 
may be tempting to anticipate that your next 
interim statement will improve six months 
later, and frustrating to find that you would 
have been better off with a reduced line of 
credit at the beginning of the year rather 
than to have none at all in the middle of a 
poor season. 


Plan your meeting with your banker to 
arrange your borrowing needs well in 
advance of when you will actually need the 
funds. With time on your side, and banks 
being in competition to attract top calibre business accounts, 
you may find the bank more willing to negotiate competitive 
terms, such as security margins, interest rates and collateral 
requirements. When you are discussing your loan options, have 
all the information, which will be required, available for head 
office approval of the loan. Put your loan request in writing 
and finalize all loan documents before making any other 
financial commitments. 


When you are determining how much you will need to meet 
your business requirements, take into consideration the initial 
and daily costs of running your business. Initial costs include 
things such as land, building, fixture, machinery, supplies, 
vehicles, pre-opening expenses and opening inventory. Daily 
operating costs include rising inventories, payroll, rent, taxes, 
advertising, accounts receivable and so on. 


To do this, you will need to prepare a cash flow - a record of 
the cash, which comes in and goes out of your business. This 
record details all the sources which could bring cash into your 
business in any given month (cash sales, paid receivables, sale 
of an asset; interest on an investment, rental income) and detail, 
the ways in which cash leaves your business (wages, expenses, 
asset purchases, owner drawings). 


A cash flow forecast, will give you a reasonable estimate of 
your cash requirements for the first 12 months. With this 
forecast, you predict all the funds you will receive and 
disburse, and the resulting surplus or deficit. Take into account 
not only the operating and capital budgets, but also the ratio of 
cash sales to credit sales and the paying habits of your 
customers. To estimate cash outflow you must also consider 
the promptness with which you intend to pay for your 
materials and merchandise. 


By making a cash flow analysis you can 
estimate: 


¢ how much cash will be needed to operate your 
business each month; 


¢ when you will need additional short-term funds 
from the bank; and 


¢ when you will have surplus funds to reduce your 
bank loans. 


This information can assist you in timing your capital 
expenditures appropriately, accelerate collection of accounts 
receivable, minimize the possibility a cash shortage, plan short- 
term borrowing well in advance and perhaps invest a 
temporary surplus. If you cannot do a cash flow forecast 
yourself, it would be best to hire someone to do it for you. 


When negotiating your business loan, it is a good idea not to 
borrow using an overdraft unless your line of credit is 
established for such borrowing. Instead, arrange separately and 
annually a line of credit to meet peak requirements (but 
borrow only what is necessary, when necessary). Any verbal 
line of credit for recurring overdrafts should be formalized as 
soon as possible. 


It is easier to borrow money by pledging fixed assets. So, don't 
put all your equity into machinery or buildings; save it for 
working capital needs. To provide working capital, banks can 
provide short-term loans, long-term mortgage loans and loans 
against inventory. 


Short term financing is usually used to pay for current assets, 
such as inventory accounts receivable and other working 
capital requirements, and is usually covered by a demand note ' 
at the bank. Finance rates can fluctuate weekly or monthly 
depending upon the need. A long-term loan is usually used to 
buy fixed assets such as buildings, machinery and fixtures, and 
is paid back in equal monthly installments. 


At some point most businesses will require financial aid. Your 
relationship with a financial institution begins even before you 
start your business. So, develop a solid working relationship 
with your bank from the very beginning. Faster and better 
services are supplied when a lending institution is familiar with 
its customers and their business. In that environment, 
suggestions for keeping a business financially healthy are more 
readily given, crisis borrowing can be avoided, and good loan 
planning can be developed. 
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To maintain a competitive advantage in a marketplace which is 
rapidly evolving, Canadian business leaders have to embrace 
new ways of thinking. For high technology businesses, this 
means focusing on innovation, continuous learning and the 
development of intellectual assets. 


The challenge to stay competitive has encouraged a 
consortium of industry and academic partners to create the 
Masters of Software Technology program (WestMOST) 
currently available through the University of Alberta, Technical 
University of B.C. and University of Victoria. 


"The software industry is well aware that information and 
knowledge are replacing material goods as the chief operating 
capital of a business," notes Eldon Wig, WestMOST’s Executive 
Director. 


"Time-to-market and first-mover advantages are very real issues 
in the world of software,’ adds Wig. "It doesn’t matter if you 
have a ‘hot’ product idea, you still have to get it to market 
before the competition." 


Unfortunately, the development of high technology products 
has often been plagued with both time and budgetary 
problems. Emerging software engineering methods, tools and 
processes from university and industry labs are addressing 
problems of software productivity and quality. These require 
appropriate software technology training and education 
‘programs if they are going to impact the bottom line. 


are both at the table." 


The WestMOST program 
* > possesses three unique 
49, peer ceyics: Flexibility, 
770 ’ Credibility and Relevance. 


100; Flexibility 


urse format is 
xtremely flexible - 

ranging from full-term 

offerings to intensive 

_five-and six-day 

- courses. 


Or 


Courses are 
delivered at 
company sites or via 
distance education 
mediums. The 
flexible delivery 
format coupled with 
emerging 
communication 
technologies 
supports a long-term 
goal of providing a 
"virtual" classroom environment for WestMOST students. All 
students are expected to remain employed in the software 
industry while enrolled in the program. "We see the ability to 
combine work with the pursuit of an advanced degree as a key 
benefit," notes Wig. Employers do not have to interrupt their 
workflow, and their employees can maintain their current 
income and standard of living. 


Credibility 


Students are taught, coached and mentored by leaders in 
software engineering, product development and project 
management. Instructors, like Dr. Paul Sorenson, an 
internationally respected computer science professor at the 
University of Alberta, are engaged in leading edge research to 
improve software quality. Dr. Sorenson typifies the caliber of 
the WestMOST instructor base. 


Relevance 


Instructors use industrial case studies developed in 
cooperation with the student and their employer. Students 
apply the information learned to relevant problems at their 
workplace. 


Completion of the full program (8 courses plus an onsite 
project) takes approximately 2 to 3 years. "The program 
attracts mid to senior-level software developers who want to 
enhance their technical skills and move to the highest levels of 
team leadership and project management,” says Wig. “We are 
focused on processes rather than technologies, with the 
primary goal of equipping students with advanced capabilities 
that align with either a software architect role or a software 
manager role.” 


Although the Canadian technology marketplace is a dynamic 
and exciting environment, its position in the global community 
will only be fully realized when professional development and 
education are seen as a long-term investment on behalf of both 
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Is your Business Missing 
Out on Easy Cash? 


ash strapped small businesses are not applying for 

federal research tax credits simply because 
they’re not aware of them or the process 
sounds complicated and unrelated to 
what the business does. But, don’t 
let that fool you. 


The program is called the 
Scientific Research and 
Experimental Development 
Tax Incentive. However, 
words like "scientific research" 
and "experimental development" 
suggest complex research and 
development (R&D) projects and 
may confuse the typical small-business 
owner. In reality, product research and/or 
development activities can be rather 
"ordinary" as long as they are linked to some type of 
technological advancement. 


Simply put, if a project involves the development or 
enhancement of a product or research into a new process or 
approach that may provide increased efficiency or cost- 
efficiency in the production process, it may qualify for R&D tax 
credits. Even if,an entire project is not be eligible for tax 
credits, parts of the project may still qualify. 


The types of projects can be as diverse as the people behind 
them. For example, projects could involve research into a new 
processed food item like a low fat brownie or muffin, the 
development of new software or hardware, investigations into 
new and innovative applications using alternative materials, or 
time and effort spent inventing a new farm implement. It’s also 
important to realize that projects which don’t result in a 
marketable product may also qualify for tax credits. 


The ultimate purpose behind the R&D tax credit program is to 
encourage Canadian companies to develop new products or 
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better ways of doing things - an innovation incentive. 
Without these incentives, most Canadian 
companies would not consider investing in 
R&D. It takes a lot of time, effort and 
money. 


To qualify for tax benefits, a 
company or individual must keep 
good records and capture the 
details associated with a project 
and its component parts. 
Expenses associated with wages, 
materials, machinery, equipment, 
and some overhead and contracted 
R&D costs are eligible for the 
investment tax credit (TC). Canada 
Customs and Revenue Agency (CCRA) will 
review most ITC applications; so, businesses 

must have their paperwork in order. A firm’s 
accountant can usually manage this information. Guidance and 
support from CCRA is free. 


An information kit is also available which can be mailed. CCRA 
can also provide a workshop or seminar in your area to explain 
the program, its benefits and the requirements to your clients 
or clients’ accountants. 


If you are interested in either of the above, contact one of the 
program coordinators in your region, or visit the CCRA web 
site at: www.ccra-adrc.gc.ca/sred/ 
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